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Burning money with marketing 

and recruitment 
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A structured view on the recruitment process 
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Aware students 

Interested 

students 

Applicants 

“I know 

your 

university” 

“I know the 

details about your 

offer in my field of 

interest” “Your offer 

meets my 

requirements 

and wishes” 

“I have completed 

your application 

process” 

“I have been 

accepted and I 

arrived on 

campus!” 

The Funnel Method 
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Aware students 

Interested 

students 

Applicants 

All students 

% 
% % % 

1.  Optimise 

Inflow 

 

- Volume 

- Quality 

- Diversity 

- Cost 

You only need to focus on two end goals 

The Funnel Method 

2. Optimise conversion 

- Successrate 

- Workload and cost 
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Aware students 

Interested 

students 

Applicants 

All students 

1-20% 
3-15% 

2-15% 

The Funnel Method 
Measurability 

10-40% 

Typical conversion rates 

Largely depend on channel used 

1-10% 
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ROI per channel 

Aware students 

Interested 

students 

All students 

Aware students 

Interested 

students 

Channel Workload Measurability Cost Volume Funnel stage 

Print 

Partners 

Fairs 

Agents 

SEA 

Portals 
5 
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20K 

27 
20K 

13 

20K 

10 

20K 

5 
20K 

1 

budget 100K # of students

All students 

ROI on € 100K budget 
Example of equal split marketing channel 

cost per student 

€ 4,000 

€ 1,500 

€ 17,500 

online 

agents 

partners 

fairs 

print 

€ 750 

€ 2,000 

56 students 
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33.3K 

44 

33.3K 

22 

33.3K 

17 

budget 100K # of students

ROI on € 100K budget 
Optimising your ROI 

online 

agents 

partners 

cost per student 

€ 1,500 

€ 750 

€ 2,000 

83 students 
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33.3K 

67 

33.3K 

44 

33.3K 
33 

budget 100K # of students

Optimising ROI Online  

Portals 

Social Media 

AdWords 

cost per student 

€ 750 

€ 500 

€ 1,000 

144 students 

ROI on € 100K budget 
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Some examples, OTSUs 
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Landing page: bad 
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Landing page: good 



All materials strictly copyright © iE&D Solutions BV & Tim Rogers International Higher Education Consulting Ltd 12 

Techsite Webology 

Holland University 
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Techsite Webology 
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Techsite Webology 

 

http://cavs.mit.edu/
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Techsite Webology 

http://createwhatmattersmost.blogspot.ca/
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Techsite Webology 

 Penn State then 
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Techsite Webology 

 Penn State now 
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Response (time) 
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Response time 

IBMS: 

brochure  

date 

contacted 

date 

reply #1 # days 

date reply 

# 2 

UAS1 7 Oct  23 Jan  103   

UAS2 7 Oct 

UAS3 7 Oct       

UAS4 12 Oct 6 Nov 25 

UAS5 12 Oct 15 Oct 3   

UAS6 13 Oct 15 Oct 2 

UAS7 13 Oct 15 Oct 2 7 Nov 
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Mass marketing: billboards 
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Mass marketing: print 
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Mass marketing: tv 

D:/Thijs documents/My videos/RealPlayer Downloads/Monsters University TV Commercial - iSpot.tv.webm
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Mass marketing: tv 

http://www.dailymotion.com/video/x40pct_european-university-athens-campus-t_news
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Online: Google AdWords 
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Penny wise, pound foolish 

 “..International phone calls are expensive..”, but can bring in 

tons of money in fees (funding) 

 

 “..Agents cost (at least) 10% of the fees..”, but 90% of 

something is more than 100% of nothing 

 

 “..EUR 20 per lead through a web listing is expensive..” 

Consider the cost per lead from a fair….. 

26 
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Reviewing the not so obvious 

 The five P’s of military planning are critical in avoiding burning 

money 

 Consider the life-cycle approaches to: 

Your own “product design” 

The student journey 

 Internal procedures and processes are likely to be critical in all 

of these discussions 

 Similarly, internal communications will dictate or limit success 
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Using a new model for planning 

 Reflecting the ideology 
and mission of the 
University – what’s 
appropriate? 

 Reflecting the 
challenges and 
competencies of the 
organisation 

 Reflecting the nature of 
competition 

 Research the position 
of the market – 
behaviour and 
segmentation 
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The market research context 

 Establishing a baseline for activities is the simplest way of 

exploring opportunities 

 Simple methods: 

Audit 

Review 

Gap analysis 

 Complex methods: 

Various 

 Establish the extent to which you are willing to invest in any 

activity vs. the cost of doing/not doing business 
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Short term costs vs  

life time value 

 It takes money to make money: not doing the necessary 

market research before launching a new degree, or entering a 

new market may be very costly 

 

 

 

 

 

 

 

 Not even counting donations 

30 

Type # studs # years Fee 

Life time 

value/student Total life time value 

UG 400 3  € 5.500   €    16.500   €   6.600.000  

PG 150 1  € 9.500   €     9.500   €   1.425.000  

Exch 200 0,5  €   -     €        -     €        -    

           €   8.025.000  
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What are the benefits? 

“…Mountain View State features a mountain location and 

cutting edge audiovisual equipment in every class room. The 

football team was conference champion for three of the past 

four years and the basketball team wins 20 games each 

yerar. The school has 13 National Merit Scholars ….” 

31 

Source: Adler & Hayes 
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What are the benefits? 

“…The location of Mountain View State allows students to ski 

to and from class in winter and hike beautiful trails in 

summer. The cutting edge audiovisual equipment in every 

class room allows students to learn quickly and easily. The 

football team’s outstanding record creates a great gameday 

tailgating atmosphere, and the basketball games have 

outrageous crowds for each game. Our 13 National Merit 

Scholars  add to the prestige your diploma will carry….” 

32 

Source: Adler & Hayes 
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Lessons learned 

33 

 Think twice 

 Prioritise internal communication and planning over external 

 Plan well in advance 

 Calculate the ROI 

 You are not the target audience 

 Do your research 

 Principles of marketing FMCG do not apply 1 on 1 to 

education 

 Principles of services marketing do! 

 


